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When managing performance, companies not only concern about individual’s 
performance, but also whether individual’s performance meets organization’s goal. 
Only when individual’s goal is consistent with organization’s goal, individual’s effort 
could be realized. In that case, performance management should involve how to plan 
and design in advance rather than simply measuring the performance itself. This 
changing value requires methods to define performance standard system.  
Sales Department is a very unique department in organizations. On one hand, 
Sales Department realizes cash flow from products. One the other hand, as indicators 
of market need, Sales Department makes the whole value chain generally recognized, 
therefore influencing the running of business. The quality of performance 
management of this department has a huge affect on the management of the whole 
organization.  
This paper describes the methods, design, and operation of Sales Department’s 
performance management based on the philosophy Balanced Scorecard (BSC), with 
the example of Amoi’s Sales Department. Here, BSC is rather a balancing thinking of 
management than a way of strategic management. This paper analyzes on Amoi’s 
annual strategic goal based on the philosophy of BSC, defining the important task, 
and building performance standard system. This paper also provides complete design 
and procedure to keep individual, unit and organization goals consistent.  
There are six chapters in total. The first one talks about the structure of Amoi’s 
Sales Department and its marketing strategy. The second chapter analyzes the 
strategic goals based on the philosophy of BSC. The third one talks about how to look 
for key factor of success and define performance standard. The fourth talks about how 
to build up key performance standard system. The fifth one is on realizing steps and 
risks analysis. And there is a summary in the last chapter.  
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前    言 









夏新电子也是一家上市企业，在不到 15 年的时间里，企业出现了 3 次高速
发展的辉煌时期，也历经了 3 次濒临破产的低谷。第一次辉煌是在早期的录像机
时代，夏新电子是国家重点的录像机生产企业，随后 VCD 时代来临，夏新电子
陷入了举步维艰的境地。97 年 VCD 行业竞争已经白热化时，夏新决定转型加入
其中。在不到 1 年的时间里，夏新冲进了行业前三甲，创造了成功转型的神话，
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第一章  夏新手机销售体系介绍与年度战略分析 
 
夏新电子股份有限公司（简称夏新电子），成立于 1981 年。1997 年在上海
证券交易所挂牌上市，股票代码：600057。夏新电子拥有 2 万名员工，公司总资
产达 41 亿元人民币，拥有中国 3C 电子企业流程 长、工序 完整、加工深度
深的手机生产线，包括 29 条贴片生产线和 95 台注塑设备。目前，夏新已拥有
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图 1、 销 售 体 系 组 织 结 构 图
 
*实 线 表 示 垂 直 管 理 ， 虚 线 表 示 业 务 指 导
*分 公 司 的 代 表 处 属 于 虚 拟 机 构 ， 各 业 务 口 负 责 人 独 立 开 展 业 务 。
代 表 处 负 责 人 由 手 机 、 A V 或 其 它 产 品 区 域 经 理 兼 任 ， 只 负 责 日 常 行 政 管 理 ， 不 干 涉 其 它 业 务 。
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表 1： 手机销售体系各层级主要工作职责 








































































策略对国产手机进行市场反击， 明显的指标是市场数据显示，到 05 年初，国
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二、手机销售体系绩效管理面临的问题及 BSC 方法的提出 
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